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STRATEGI PERSONAL SELLING PT WELLEN BROTHERS 
DALAM AKTIVITAS KOMUNIKASI PEMASARAN 




PT Wellen Brothers sebagai pelaku bisnis yang bergerak di industri grafika 
atau biasa disebut industri percetakan. PT Wellen Brothers menggunakan strategi 
personal selling dalam menjalankan aktivitas komunikasi pemasaran. Dengan 
terjadinya pandemic covid-19 PT Wellen Brothers memanfaatkan peluang tersebut 
dengan menyediakan produk maupun jasa kepada perusahaan bidang kesehatan 
dalam menunjang kegiatan branding dan event perusahaan tersebut. PT Wellen 
Brothers menerapkan strategi personal selling untuk meningkatan penjualan dan 
menarik minat setiap pelanggan 
Penelitian ini bertujuan untuk mengetahui strategi personal selling PT 
Wellen Brothers dalam aktivitas komunikasi pemasaran di masa pandemic covid- 
19 terkait produk maupun jasa yang ditawarkan. Peneltian ini menerapkan proses 
penjualan dalam personal selling oleh Kotler & Armstrong. Penelitian ini bersifat 
kualitatif deskriptif. Teknik pengumpulan data menggunakan wawancara 
mendalam, observasi dan studi dokumen. Teknik keabsahan data menggunakan 
model validitas internal Robert. K. Yin dan keabsahannya melalui penjodohan pola. 
Berdasarkan penelitian yang telah dilakukan, peneliti mendapatkan hasil 
temuan bahwa PT Wellen Brothers menggunakan personal selling sebagai strategi 




menemukan bahwa strategi personal selling PT Wellen Brothers menerapkan 
proses penjualan dalam personal selling. 
 
 
















Wellen Brothers Ltd as a business actor engaged in the graphics industry or 
commonly known as the printing industry. Wellen Brothers Ltd uses a personal 
selling strategy in carrying out marketing communication activities. With the covid- 
19 pandemic, Wellen Brothers Ltd took advantage of this opportunity by providing 
products and services to companies in the health sector to support branding 
activities and corporate events. Wellen Brothers Ltd implements a personal selling 
strategy to increase sales and attract the interest of every customer 
This study aims to determine Wellen Brothers Ltd' personal selling strategy in 
marketing communication activities during the Covid-19 pandemic related to the 
products and services offered. This research applies the sales process in personal 
selling by Kotler & Armstrong. This research is qualitative descriptive. Data 
collection techniques using in-depth interviews, observation and document study. 
The data validity technique used Robert's internal validity model. K. Yin and its 
validity through pattern matchmaking. 
Based on the research that has been done, the researcher finds the findings that 
Wellen Brothers Ltd uses personal selling as a strategy in carrying out marketing 
communication activities. Next, the researcher found that Wellen Brothers Ltd' 
personal selling strategy implements a sales process in personal selling. 
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